
 
 

 

2012 

Confidential 

Software and SaaS  
Benchmarking Industry Report 



Table of Contents 
 

©2012 OPEXEngine.  All rights reserved.  No part of this report may be reproduced without written permission of OPEXEngine, LLC. 
2012 Software and SaaS Benchmarking Industry Report 

 

 
 
Introduction 
 Letter of Introduction .............................................................................................................................................................. I-2 
 About This Report .................................................................................................................................................................... I-4 
 How to Use This Report......................................................................................................................................................... I-5 
 Report Format ........................................................................................................................................................................... I-6 
 Table Organization.................................................................................................................................................................... I-6 
 
Small and Mid-Sized Software Benchmarks Overview ............................................................................. Overview-2 
 
Private SaaS Benchmarks Overview......................................................................................................... Saas Overview-2 
  
Company Profiles .....................................................................................................................................................................CP-2 
 
Detailed Results 
 By All Private Companies, Most Profitable Private Companies and Private Companies by Recognized 

Revenue ............................................................................................................................................................................ DR-2 
 By On-Premise and SaaS Participants, and SaaS Participants by Recognized Revenue ........................................ DR-8 
 By SaaS Participants by Average Contract Size and by SaaS Participants by Number of Customers.............DR-14 
 By All Private Companies by Number of Customers, Region where Participants’ HQs is Located, and 

Number of Years Participant has been in Operation ..........................................................................................DR-20 
 By All Private Companies by 2011 Revenue Growth and Private Companies by 2012 Growth 

Expectations ..................................................................................................................................................................DR-26 
 By All Public Companies, Most Profitable Public Companies and Public Companies by Recognized 

Revenue ..........................................................................................................................................................................DR-32 
 By Public Companies by Number of Customers, and Public Companies by Years in Operation...................DR-35 
 By Public Companies by Calculated Billings per Employee and Public Companies by Revenue Growth......DR-38 
 
Appendix 
 Survey Methodology ............................................................................................................................................................... A-2 
 Disclaimer.................................................................................................................................................................................. A-2  
 Benchmark Definitions ........................................................................................................................................................... A-3  
 About OPEXEngine................................................................................................................................................................. A-6  
 



 

©2012 OPEXEngine.  All rights reserved.  No part of this report may be reproduced without written permission of OPEXEngine, LLC. 
2012 Software and SaaS Benchmarking Industry Report 

I—1 

Introduction 



Appendix 
 

©2012 OPEXEngine.  All rights reserved.  No part of this report may be reproduced without written permission of OPEXEngine, LLC. 
2012 Software and SaaS Benchmarking Industry Report 

I—2 

Letter of Introduction 

July 15, 2012 
 
Dear Colleague, 
 
For the past six years, OPEXEngine has conducted its annual benchmarking study of the small and mid-sized software 
industry.  In that time, several hundred software companies have participated, and the OPEXEngine database contains over 
50,000 data points of small and mid-sized software company data.  OPEXEngine’s benchmarking includes both public and 
private software companies, primarily located in the U.S. with 2011 revenues between $1M and $350M.  Participating 
software vendors input their confidential data into our secure, web-based system, reflecting a broad set of measures that 
detail their businesses.  About three-quarters of the participating companies have participated before in our software 
benchmarking and the rest were new companies this year. 
 
In 2012, as we have for the past three years, we are partnering with the Software & Information Industry Association and 
its software advisory board to bring a broader range of companies into the benchmarking.  The SIIA is the principal U.S. 
trade association for the software and digital content industry.  OPEXEngine’s benchmarking survey has been developed 
and refined each year through extensive consultation with a group of leading software CEOs and CFOs as well as with the 
SIIA’s software advisory board.      
 
OPEXEngine has developed a comprehensive set of operating benchmarks that provides context for executives to manage 
their businesses more efficiently.  We sort the benchmarks into an extensive range of peer groups to provide a better 
window into different operating models.  The participants are divided into peer groups based on revenue size to observe 
different business models by stage of growth, as well as by the number of employees.  We look at the benchmark 
differences between public and private software companies.   In addition, we look at SaaS companies in a separate grouping 
and include SaaS-specific metrics around expenses, hosting operations and customer benchmarks. 
 
We have developed several peer group categories to show how companies are impacted by the size of customers to which 
they sell and average deal size.   We created classifications of software vendors based on average contract sizes, size of 
customers and whether they sell to global, enterprise customers, or small and mid-sized customers.  We also have a set of 
benchmarks for companies expecting fast growth, moderate growth and slow growth, in order to see how growth 
expectations affect spending and business ratios.  We provide analysis on several year-over-year trends to help companies 
understand revenue and growth models over time as well.    
 
We believe it is far more useful to compare your company to peer groups made up of companies at a similar stage of 
growth with similar business models.  Often in the software industry, vendors compare themselves to their closest 
competitors in the marketplace, companies that may be much larger or smaller in size or operating with a very different 
business model but selling the same type of product.  We recommend looking at a variety of peer groups reflecting similar 
stages of growth, sales model and software delivery model to see where a more efficient use of resources affects 
performance or where similar companies are achieving better performance with the same model.  In addition, it is 
extremely useful to analyze similar sales and marketing models, as that is typically the biggest expense driver of a software 
company and represents the biggest investment risk.  
 
We have observed in our benchmarking practice over the years that successful software companies tend to be very 
metrics-driven and use benchmarking as a key management process and information tool.  Benchmarking helps leadership 
companies evaluate their performance against peers, as well as set internal targets and performance expectations.  
Benchmarking also helps companies understand the latest changes in software business models and track to the most 
successful companies.   Further, companies use benchmarking to assess their positioning vis-à-vis mergers and acquisitions, 
or in determining their growth path to or in the public markets. 
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Many of the benchmarking participants use the data frequently throughout the year to build consensus among the executive 
team and boards of directors as to appropriate company targets.  The benchmarks provide context to make these critical 
planning decisions for every department of the company.  By looking at detailed benchmarking data for peers and leadership 
companies, client users choose appropriate targets for their own company and pinpoint areas where they want to  improve 
performance.   By making these decisions based on data, instead of by executive wrangling and anecdotes, companies are 
finding the decision making process to be quicker, with much less friction. 
 
Our intent is for these benchmarks to help you prepare your operational roadmap for the upcoming year and strategic 
planning going forward.  The metrics provide important context for the budget planning process and business decision-
making.  Further, we hope that you will make benchmarking a part of your regular operating process by tracking the 
benchmarks, incorporating them into regular operating reviews and sharing regularly with all members of the executive 
team.   
 
We believe that you will have a greater chance of successfully improving your performance in today’s fast moving, dynamic 
software environment by using these benchmarks.  Please feel free to contact me directly at any time if we can help you 
better understand or interpret this report.  We are also always interested in feedback and comments on the benchmarking 
to improve it.   
 
Sincerely, 
 
Lauren Kelley 
CEO and Founder, OPEXEngine 
www.opexengine.com; lauren@opexengine.com
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About This Report 
 
This report includes comparative financial ratios and operating metrics by all participants overall and by public and private 
companies.  The data are further segmented by public and private companies and are reviewed by whether or not they are 
SaaS or On-Premise companies, recognized revenue, number of customers, and many other groupings.   In addition, a 
group of “Profit Leaders” (based on Net Profits Before Taxes as a Percent of Total Recognized Revenue) has been 
segmented to provide insights about the most profitable companies.   
 
All firms participating in the benchmarking survey automatically receive access to their confidential Individual Company 
Report, which is hosted in the OPEXEngine Survey Portal (www.opexenginesurvey.com).  This interactive tool presents 
the company's own ratios and data computed in a manner consistent with those appearing in this report and displays the 
data alongside industry comparatives that users deem most appropriate.  (Representative screen shots from a sample 
Individual Company Report are illustrated below). 
 
As shown below, users are able to select data aggregates that they feel are most appropriate to their situation, and that 
information will be reported alongside their own statistics.   
 

Sample Individual Company Report 
 
 

“Your Firm’s” Financial Ratios and 
Operating Metrics Compared to 
the Appropriate Industry Norms 

 
 
 
 
 
 
 
 
 
 
 

All figures can be graphed 
and exported to Excel or 
PDF. 
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How to Use This Report  
 
This report has been designed to help business-to-business software companies compare their own performance and 
operations to that of similar companies.  The statistics in this report represent broad performance “yardsticks” against 
which a company's performance and business practices can be assessed. 
 
Using this information, companies can compare their own financial performance and operating statistics with:  the industry 
as a whole; public or private firms; firms of a comparable recognized revenue size; and firms of a similar business model.  
Spotting significant differences between your own company’s performance and the industry figures can be the first step 
toward better understanding and ultimately improving performance.  Keep in mind, however, that:  
 
1. A deviation between your firm's figures (for any measure) and numbers in the report is not necessarily good or bad.  It 

merely indicates that additional analysis may be required.  As a rule, the larger the difference, the greater is the need 
for further investigation. 

2. In situations where large deviations exist, it may be helpful to go back and compute the same performance measure 
over the past several years to identify possible trends. 

3. The information in this report should be used as a tool for informed decision making rather than absolute standards.  
Because firms differ as to their sales emphasis, location, size, and other factors, any two firms can be successful yet 
have very different experiences with regard to certain performance measures. 

 
Interpreting the Numbers 
Most of the results included in this study are reported on the basis of medians rather than arithmetical averages or means.  
Unlike the mean, the median is not distorted by a few unusually high or low values that may exist in the sample due to 
special circumstances.  The “median” value represents the mid-point of the data for a particular measure, with one-half of 
the firms reporting figures above it and one-half below.  Each median was computed independently based on the companies 
that reported for that item.  As a result, mathematical relationships do not always exist when different ratios are used 
together in the calculation.   
 
 

 Smallest Number  Largest Number 
 Reported Typical Reported 
    

Lower 25% of 
Reported 
Figures 

Middle 50% of Reported Figures 
(or Middle Range) 

Upper 25% of 
Reported 
Figures 

  
 Median 
 
Figures reported were not used unless they were in accordance with the survey instructions and definitions.  In cases 
where the number of facilities reporting was considered inadequate for the computation of a meaningful figure, blank spaces 
appear in the tables, or an insufficient data (*) notation is included. 
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Report Format 
 
This report includes the following key sections:  an Executive Overview of Small and Mid-Sized Software Benchmarks, an 
Overview of Private SaaS Benchmarks, Company Profiles, a Detailed Results section, and an Appendix.   
 
The Executive Overviews analyze broad trends in the mid-sized software industry overall as well as trends that are 
specifically taking place for SaaS companies.  The overviews include textual analysis as well as tables and graphs to help 
describe the results. 
 
The Company Profiles section provides a graphical summary of the demographics of companies included in this report. 
 
The Detailed Results section lists in a table format all measures computed and reviewed for this year’s study.  In addition, 
all statistics are cross-tabulated by a variety of key company attributes, such as revenue size, public or private status, etc.  
 
The report’s Appendix lists information about the study’s methodology as well as definitions of survey items and 
calculations used in the study.   
 
Table Organization  
 
The detailed tables in this report provide a complete listing of all ratios and metrics compiled for the study.  The tables 
provide financial statistics and operating metrics.   
 
The data have been segmented into the following groupings: 
 
Private Companies 

 All Private Companies 

 Most Profitable Private Companies 

 Private Companies by Recognized Revenue 
 Less than $10 Million 
 $10 Million to $20 Million 
 $20 Million to $40 Million 
 $40 Million to $80 Million 

 On-Premise Participants 

 SaaS Participants 

 Saas Participants by Recognized Revenue 
Less than $10 Million 
$10 Million to $20 Million 
More than $20 Million 

 SaaS Participants by Average Contract Size 
Less than $10,000 
$10,000 to $50,000 
More than $50,000 

 SaaS Participants by Number of Customers 
Less than 200 
200 to 1,000 
More than 1,000 

 All Private Companies by Number of Customers 
Less than 200 
200 to 1,000 
More than 1,000 
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 Region where Participants’ Headquarters is Located 
East and Central 
West 

 Number of Years Participant has been in Operation 
10 years or Less 
More than 10 years 

 Private Companies by 2011 Revenue Growth 
Less than 35% 
35% or More 

 Private Companies by 2012 Growth Expectations 
More than 50% Growth 
20 to 50% Growth 
Less than 20% or Negative Growth 

 
Public Companies 

 All Public Companies 

 Most Profitable Public Companies 

 Public Companies by Type 
On-Premise Vendors 
SaaS Vendors 

 Public Companies by Recognized Revenue 
$70 Million to $150 Million 
$151 Million to $360 Million 

 Public Companies by Number of Customers 
Less than 1,000 
1,000 to 10,000 
More than 10,000 

 Public Companies by Years in Operation 
Less than 15 Years 
15 Years or More 

 Public Companies by Calculated Billings per Employee 
Less than $200,000 
$200,000 to $400,000 

 Public Companies by Revenue Growth 
Less than 30% 
30% to 45% 
More than 45% 
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Survey Methodology 
 
This survey was fielded during the spring of 2012 to collect information about financial performance and key business 
metrics.  The benchmarks included in this report are generated from OPEXEngine’s sixth annual operating survey and 
covers data from fiscal year 2011. 
 
OPEXEngine primarily benchmarked Business-to-Business Software Companies that achieved recognized revenue between 
$1 million and $360 million in 2011.  Respondents participated via an online, secure survey form hosted on OPEXEngine’s 
secure server.  All responses were transmitted directly to OPEXEngine’s server, and no one outside of OPEXEngine and its 
direct agents ever had access to the confidential data submitted for this survey. 
 
Once the responses were collected, a confidential company identification code was assigned to each participant.  The data 
were then edited by OPEXEngine’s financial analysts for accuracy and consistency.  Statistical processing was performed on 
all data to insure statistical validity and to produce the financial ratios and operating statistics contained in this report. 

 
Disclaimer 
 
The statistical information contained in this report is believed to be representative of the companies responding to the 
survey.  All reasonable efforts were taken by OPEXEngine and its agents to assure data comparability within the limitations 
of accounting reporting procedures.  However, the data used in this report are not necessarily based on audited financial 
statements and the statistical validity of any given number varies depending upon sample sizes and the amount of 
consistency among responses for that particular ratio.  OPEXEngine and its agents, therefore, make no representations or 
warranties with respect to the results of this study and shall not be liable to clients or anyone else for any information 
inaccuracies, or errors or omissions in contents, regardless of the cause of such inaccuracy, error or omission.  In no event 
shall OPEXEngine or its agents be liable for any consequential damages. 
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Benchmark Definitions 

 
In order to ensure that the data from all companies are consistent, we have provided the 

following definitions for the survey questions that companies used to supply their internal data.   
 
Benchmark Definition 
Software Product/ License Revenue 
(excluding any SaaS revenue) 

Total revenue recognized for the sale or leasing of a software product which is 
not hosted by the software vendor. 

Services Revenue   
Total revenue recognized for the contracting of services, whether professional 
consulting services, maintenance, training or education services.  Do not include 
software as a service revenues.   

Maintenance Revenue Revenue received from maintenance contracts with customers, typically 
recognized rateably on a monthly basis. 

Other Revenue Non-software or services revenue, such as hardware revenue, transactional 
revenue, revenues realized in the sale of property, etc. 

Total Recognized Revenue Total revenue recognized according to GAAP principles 

Total Bookings Total value of contracts (1 year value only, i.e., if the contract is for 3 years, only 
use 1 year) sold in the year.  

Services expense 

All expense associated with delivering services for the company, including all 
compensation associated with services management and administration, 
professional services and consulting delivery, education and training, as well as 
customer support. 

Cost of Total Revenue Direct and indirect costs associated with producing finished products.  

R&D expense 

Total R&D costs should be costs prior to FASB#86 capitalization, I.e, gross 
costs.  Include all compensation associated with the following job 
categories:  developer, coder, tester, QA, architect, product designer, product 
management (development of the company's product roadmap), product project 
managers, systems engineers, documentation, and R&D management and 
administration. 

Sales expense 

All expenses associated with the sales of the company's products.  Include all 
compensation associated with the following job categories:  sales management, 
sales administration, sales analyst, quota holding sales personnel such as sales 
executives, major account managers, etc., channel and partner managers, sales 
engineers, inside or telesales, and overlay sales people. 

Marketing expense 

All expense associated with the marketing function within the company, 
including all compensation associated with marketing management, marketing 
administration, marketing communications, PR, product marketing, and 
marketing analysts. 

G&A expense 
All expense associated with the G&A function within the company, including all 
G&A compensation as well as all IT costs not separately charged to a particular 
department. 

Gross margin on product sales Calculate by taking the difference between net product sales and total cost of 
product sales 

Gross margin on services Calculate by taking the difference between net services revenues and total cost 
of those services.  

Gross margin on total revenue Calculate by taking the difference between total net sales and total cost of sales 

R&D compensation and benefits 
expense 

All expenses associated with FTEs involved in the research and development of 
the company's products. Include all compensation associated with the following 
job categories:  developer, coder, tester, QA, architect, product designer, 
product management, product project managers, systems engineers, 
documentation, and R&D management and administration. 
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Benchmark Definition 

R&D Headcount 

All FTEs involved in the research and development of the company's products, 
including job categories in the functional areas of product management, design, 
architecture, engineering, coding, Quality Assurance, documentation, R&D 
project management, overall R&D management, and R&D administration. 

Sales Compensation and Benefits 
Expense Combination of base salaries, variable bonuses and commissions, and benefits 

Sales Headcount 

Include all FTEs associated with the following job categories:  sales management 
(VPs, regional managers, directors, etc), sales administration, quota holding sales 
personnel, channel and partner managers, sales engineers, inside or telesales, 
and overlay and major account sales people. 

Marketing Headcount 

Include all FTEs associated with the marketing function within the company, 
including all compensation associated with marketing management, marketing 
administration, marketing communications, PR, product marketing, and 
marketing analysts. 

Professional Services Personnel 
Compensation & Benefits Expense 

Professional services personnel are personnel who are billable to customers for 
consulting time, plus professional services management, project management and 
administrators, such as proposal and contract writers specifically for professional 
services. 

Professional Services Headcount Include all FTEs associated with managing, developing and delivering billable 
professional services/consulting, customer support and training or education. 

Customer Support Personnel 
Compensation & Benefits Expense 

Customer support personnel are personnel who handle support questions and 
problems (generally referred to as "incidents" registered with the company 
either through the web or telephone.  Include also customer support 
management and administrators. 

Customer Support (non-compensation 
expenses associated with support 
center and not included in G&A) 

All costs associated with delivering customer support, outside of personnel 
expenses above.  May include the cost of a customer support website, telephone 
service and customer support software. 

Customer Support Employees All FTEs involved in the management, development and delivery of customer 
support. 

G&A Headcount 

Include all FTEs generally associated with G&A, including finance, IT, HR, and 
executive management not directly managing sales, marketing, services, or R&D, 
and all administrative functions outside of those directly in sales, marketing, 
services, or R&D. 

IT expenses (including communication 
and email expenses) 

All hardware, software and communication expenses incurred by the company 
for internal use by the company. 

Facilities Expenses 

Facilities expense includes one person offices as well as any other offices or 
facilities that the company pays for, including any utilities that the company pays 
for, excluding communications, data and applications as described in IT 
definition.  Include depreciation for furniture, fixtures and leaseholds.  If the 
company owns a building, include any depreciation of the building.  

Americas Americas includes Canada , US, Mexico , Central and South America . 

EMEA EMEA includes all of Europe (Western and Eastern), the Middle East and Africa, 
including South Africa 

Asia Pacific 
Asia Pacific includes all Asian markets, including Japan, China, Taiwan, Hong 
Kong, South Korea, Singapore, Vietnam, Thailand, Laos, India, Australia and New 
Zealand 

Cash and cash equivalents Include cash, bank accounts, marketable securities, and Treasury bills.  
Accounts Receivable Report as listed on your balance sheet   
Total Deferred Revenue Total revenue collected but not yet earned  
Net Cash from Operations Report as listed on your company's Statement of Cash Flow. 
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Benchmark Definition 

Individual companies 

The number of separate companies sold to during the period.  If you have 
separate contracts with major subsidiaries and where those subsidiaries have at 
least $1B in revenues, with a distinct subsidiary headquarters and management 
separate from the parent, count those as individual companies.  If you have 1 
enterprise license with the parent company which covers all purchases by 
subsidiaries and individual orders are placed against that enterprise license or 
contract, count the whole as 1 individual company. 

New customers Customers that have never bought products or services from your company 
before. 

Active customers Customers who are on an active customer support or SaaS contract as of the 
end of the year. 

Average total lifetime revenue of an 
average customer Average deal size plus the average upsell per year over 3 years. 

What was the net new monthly 
revenue during December 2011?  
(Should be the difference between 
monthly revenue on December 1 and 
December 31) 

This number does not include recognized revenue from existing contracts, only 
from new contracts in the month of December.  Shows the net add to your 
revenue on a monthly basis at the end of the year. 

Average customer acquisition cost 
Take 4 quarters of Sales and Marketing expense, usually starting 1 quarter 
before the fiscal year start, and divide by the number of new customers.  Start 
the 4 quarters 2 quarters before the fiscal year if sales cycles are 6-8 months. 

Customer Maintenance Cost All services and expenses to maintain customers, including hosting, customer 
support, and any customer relationship management expense. 

Average contract value per customer 

Average  contract values (product and services), excluding prototypes, divided 
by the number of customers (not by the total number of contracts as there may 
be more than one contract per customer.  Can be estimated.  Some companies 
exclude all contracts under a certain minimum. 

Customer renewal rate during 
2011 (as a % of customers up for 
renewal during 2011) 

Percentage of customers that have renewed in year out of the total up for 
renewal.  For example, if 100% of your customers were up for renewal during 
the year (100 customers), and 80 of them renewed, your customer renewal rate 
would be 80%. 

Dollar renewal rate during 2011? (as a 
% of total $ value up for renewal 
during 2011) 

Percentage of contract value renewed out of the total contract value up for 
renewal during the year.  For example, if $10 million worth of contracts  were 
up for renewal  but only $5 million worth of contracts are renewed even if all 
customers renewed but for half the value your dollar renewal rate would be 
50% . 

Software as a service 

Also called On-demand Applications, On-demand Software, On Demand 
Software, SaaS, and On Demand Applications.  Software as a service (SaaS) is a 
software distribution model in which applications are hosted by a vendor or 
service provider and made available to customers over a network, typically the 
Internet.  Pricing is typically on a subscription or leasing model, and revenue is 
recognized rateably over the period for which it is contracted. 

Cumulative customers The total count of individual customers sold to over the life of your company. 

Capitalized Cost of Software 
This includes all costs of software development that are capitalized, and not 
included in the cost of goods sold under amortized cost of software 
development 
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Additional Calculated Ratios Definition 
Average Monthly Revenue per 
Customer for Dec  

Contracted Monthly Recurring Revenue (for subscription revenues) for Dec.’11 
divided by the # of customers in 2011 

Customer Acquisition Costs per 
Customer Customer acquisition costs  divided by New customers in 2011 

Customer Maintenance Costs per 
Customer 

Customer maintenance cost (all services to maintain a customer divided by  the # 
of customers 

Customer Profitability Estimated average total lifetime revenue of an average customer divided by 
Customer Acquisition Costs per Customer x 100 

Calculated Billings Total Recognized Revenue + Deferred Revenue End of FY 2011 - Deferred 
Revenue End of FY 2010) 

Asset Turnover Total Recognized Revenue divided by Total Assets 
Return on Assets Net Income Before Taxes divided by Total Assets 
Accounts Receivable Days 365 Days / (Total Recognized Revenue / Accounts Receivable) 

 
 

About OPEXEngine 
 

OPEXEngine works with high technology companies to develop comprehensive operating benchmarks that enable 
them to manage and plan their businesses more efficiently.  Our mission is to deliver useful operating information to 
help drive profitability and revenue growth.  By conducting confidential surveys of operating data, we document 
trends in expense allocation, revenue growth, personnel, customer, R&D and financial metrics, and then analyze the 
results to deliver detailed assessment of a company's business model and productivity performance against peers in 
its industry.  We work closely with our clients to ensure that data and reporting are relevant to their individual 
needs. 
 
OPEXEngine was founded by operating executives with decades of experience in finance, sales, marketing, and 
general management of technology companies and technology investment banking.  For more information, see 
www.opexengine.com or call at:  617-674-4218. 


